BOOT and SHOE 


RECORDER 


THE GREAT NATIONAL SHOE WEEKLY 


FINDINGS EQUIPMENT 
and REPAIRING 
& DIVISION | 


“‘SHOESTR INGS”’ 


A Findings Editorial That Will Prove Well 
Worth Reading 





IN THIS ISSUE 
November Shoe Window Displays 





The Sales Ticket---Its Importance 





The “Worth While’’ of Window Decoration 





A Clever Customer-Getting Idea 





The Display Man’s Scrap Book 





News and Notes of the Findings, Equipment 
and Repair Fields 


SUPPLEMENT TO ISSUE OF OCTOBER 26, 1918 











SAE, Are 2 €LL-2 “Ge 








TAN VIC KIO 
{ POSITIVELY | 
A OIL } 


Mane TM ~ acy AY Tw 


SOFTENS THE LEATHER 
AFTER THE RAIN 
GRIFFIN MFG..CO. 


69 MURRAY Sf. 
NEW YORK,US.A 


AME TIME RETAININ 





SOFTEMING QUA 


GRIFFIN MFG. Co. 








2 FFI Gh 
80 Cy 


a nt i rom 














a 











WHITE KIDINE, a thorough white 





LOTION CREAM ian light tan and dark GLACE KID CREAM in black, light 
brown, black and white. Softens, polishes and dark gray, brown, cham e, ivor cleaner for white kid and calf shoes, white 
and cleans a tan and brown and and white. Cleans, colors an polishes all gloves and belts. Leaves leather soft and 
black leather ts and shoes. It is useful Gust kid leathers. This cream is to the pliable, and is not inflammable. Supplied 
for puttees, too. 3 oz. (25-cent size) $20.00 ther what cold cream is to the skin. in two sizes. Small (15-cent size) $13.50 
gross, $1.75 per dozen. Half pint 30 cents 3 oz. (25-cent size) $20.00 gross, $1.75 per gross, $1.15 per dozen; large (25-cent 
each, $3.00 dozen. Pint 50 cents, quart dozen. Ask your job If he can’t sup- size) 321. 60 per gross, $1.85 per dozen. 
90 cents, half gallon $1.70 and gallon $3.25. ply you, we will. Samples free on request. 
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Set the Clock Ahead—Anticipate Return to 
Normal Conditions and Establish 
Yourself as a Dealer In 


“Onyx 


You will then have the advantages of a standard and 
known line upon which to base your campaign for 
retaining as well as building your trade. 


Emery & Beer's Company Inc. 
ee Sole Owners of “Onyx” H osiery 
BROADWAY AT 24th STREET 
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-or the other as soon as shown. 


The Cordo-Hyde lace ‘is 
totally unlike any other 
lace-—a new found materi- 
al, capable of resisting 
wear. 


satisfaction 
to users. 


Cordo-Hyde has nothing 
in common with the ordi- 
nary fabric lace—it is in 
no sense a substitute for leather—it is a scientific answer of what 


a shoe lace should be. 

Cordo-Hyde will outwear many pairs of any other lace. 
Cordo-Hyde excels the leather lace, for as a manufactured product 
it has uniform strength and positively stays tied. 

Cordo-Hyde has the look and feel of leather—blending witli and 
looking a part of the shoe. 


Cordo-Hyde can be dressed with the shoe and “smartens” with 
polishing. 


If They’re Shown, They’re Sold 


Our Special Counter Display Box holds one gross of laces, 18 pairs 
each of black, tan, mahogany and cocoa. 

The assortment will be packed to suit you and billed at gross‘ prices 
~—no charge for the special packing. 


PRICE LIST 
Lengths 27in. 28in. 30in.  36in. 38in. 40in. 
0216 Round $4.05 $4.20 $4.50 $5.40 $5.70  %6.00 
890 Flat 4.59 4.76 5.10 6.12 6.46 6.80 


Samples and complete price list if you prefer. 


Prices subject to change. 


0. A. Miller Treeing Machine Co. 


Brockton, Mass. 
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The round and flat Cordo-Hyde laces are equally de- 
sirable. Nine customers out of ten will buy one 


The tenth 


customer would be in the class with 
those who have a false sense of economy. 
**Cordo-Hyde”’ laces keep putting 
money into the pockets of deal- 
ers by giving enduring 
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“Shoestrings” 
Old Time “Give Away”’ Habit---Exit 


HE time was when the average shoe merchant 
bought shoestrings in much the same manner 
and with much the same intention as he bought 

wrapping paper—something that would answer the 
purpose and have a fairly decent appearance, for he 
intended to give them away, anyway. 

But shoestrings were not supposed to yield a profit. 
If the merchant played even, he was usually satisfied— 
that is to say, if the profit on what he sold was equal to 
the cost of what he gave away, he had no kick coming. 
But that was back in the days when the usual selling 
price of shoestrings was two pairs for a nickel. ‘ Then 
also the merchant sold “shoe blacking’’ for a nickel a 
box—when he did not give it away. These.two terms— 
“shoe blacking’’ and “shoestrings” no longer appear in 
the shoe man’s dictionary. Blacking has been dis- 
placed by “‘polish” and while it answers the same pur- 
pose the price is 10, 15 and 25 cents, with the average 
running around the 15 mark. 

“Shoestrings’”’ likewise have been replaced by “shoe 
laces.” The price also has assumed new proportions— 
no more two for five—or even 5 per. Ten cent laces 
still may be had, but quality laces for women’s eight- 
inch boots sell on an average far beyond this modest 
price. ‘ 

Many stores which formerly had a shelf or two in 
the back of the room devoted to these goods now have 
elaborate display cases, expensive fixtures for dis- 
playing polishes and laces and a girl to look after the 
“Department.” 

Usually there are other articles in this department. 
Sometimes the line is quite extensive. This generally 
is the case where the merchant has given sufficient 
thought and attention to these little things to see what 
a nice profit can be made on a small investment. 
Buckles, shoe trees, shining outfits, hosiery, gloves, 
and a variety of other small articles, can be profitably 
handled in this department. 

Here is where advancing prices wrought advancing 
methods of merchandising. Many a merchant was 
chafing under the collar, as he saw annually many 
dollars wasted by throwing in “shoestrings” and 
“blacking.”” Yet it was custom.and he went on bearing 


the burden, just because the other fellow did the same 
thing—then somebody kept account of the cost and 
broke away; straightway, others followed in the wake; 
prices went beyond the give-away point and the thing 
was done. 

Some sweet day in the near future a wise merchant 
will probably count the cost: of doing credit business— 
will get exact figures that will show that it also is sap- 
ping the life blood from the profit and a whole lot of 
shoe men will realize that this ‘“‘shoestring’’ has be- 
come a shoe lace—that it costs a whole lot more to 
conduct a credit business than in the old days and will 
wake up to the fact that they are giving a credit cus- 
tomer considerably more for his money than they are 
giving a cash customer. Advancing prices or the 
equivalent, the shortening of credits by manufacturers 
and wholesalers and the cutting off of discounts will 
work another miracle and these merchants will stop 
giving away their profits, their own credit, and their 
own good name. It may be a long call froma shoe- 
string to a good name, but the principle of giving some- 
thing for nothing, just because it is custom, is the same 
and can spell only one result—LOSS. 

The next few months will no doubt see some radical 
changes in methods of retail merchandising. The 
shoe man has “got his” first. The new regulations 
leave considerable leeway in estimating profits in each 
individual store. 1t is practically an honor system and 
it is up to every individual merchant to do just what is 
honorable and upright—to sell his merchandise at a 
“normal percentage of profit,” and keep his overhead 
expense at the minimum consistent with good store 
service, good fitting, courteous treatment and real 
service, without any superfluous extravagances. This 
means the elimination of a good many shoestrings 
that are -not essentials, but ‘merely customs—customs 
that have from time to time been instituted to go the 
other fellow one better. An X-Ray picture of your 
business would-no doubt show up quite a number of 
“shoestrings,” things that are costing good money, 
which mean a drain of profits without due return 
in store service, or appreciation by the customer 
served. 
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November Shoe Window Displays 


THE BACKBONE OF YOUR BUSINESS---The Display of Merchandise 
_ Shown in the Right Way 


By FRANK P. TAYLOR, Display Man for the W. L. Douglas N. E. Stores 


N November 10th make 
QO plans for Thanksgiving. 

Use pumpkins. Orange 
and green color scheme, corn 
husks and wheat straw. 

One must remember to make 
the merchandise the most im- 
portant part of the display, 
and the trimmings secondary. 
A well balanced display with 
bundles of wheat straw tied 
with green ribbon, placed on 
both sides of window, will help 
to give an idea for the win- 
dow man to work on. Pump- 
kins hollowed out with cut-out 
face make a useful centrepiece. 





FRANK P. TAYLOR 


Cut Out Wall Board 


Wall board cut and painted can be used as a substitute for 
the real articles mentioned above. : 
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A piece of wall board about two feet square outlined in 
pencil, the shape of a pumpkin or a stock of wheat, cut out - 
with a fine saw. Paint in the color and lines. Tack a strip 
on back to hold in place. The background made from this 
board, cut and stenciled, then painted, will make a splendid 
foundation for this trim. 


Thanksgiving Day 

Thanksgiving Day comes on November 23d. A week would 
not be too far ahead to start the display on the event that is 
to be featured, for that would give sufficient time to do 
business. After this holiday, make displays on heavy foot- 
wear. Get ready foracold snap. Look ahead for Christmas. 
Buy your trimmings now and not the last minute when ready 
to put in a display. 





Keep Feet Warm at Night 


Remember There Is a Cold Winter Coming 


Now is the season at hand for the sale of bed shoes, the 
warm shoes, that keep the feet comfortable at night. The 
opportunity is ripe for a drive on such warm footwear, for 
the fuel administration begs the people of the land to save 
coal, and there is no more healthful way to save coal than 
to cut off the heat from the sleeping rooms at night. The 
druggist recommends and advertises hot water bottles, for 
keeping the feet warm at night, knowing full well from 
experience that warm feet at night are essential to com- 
fortable sleep, as well as to health. Let the enterprising 
manager of the findings department of the shoe store like- 
wise advertise bed shoes for keeping the feet warm at night. 
Profit there is in selling them, and helpful and healthful to 
the customer is the wearing of them. ° 


Sell a Size Stick 


Why not sell a size stick to each customer? There’s example ° 
for it. The carpet dealer gives away a,yardstick, so that his 
customer'may measure the size of the floor, and the kitchen 
goods dealer sells a quart measure, -or a set of scales, so that 
the housekeeper may test the measure of the goods from the 
butcher and the baker. So why not sell a size stick to each 
customer, and let him take the measure of his own feet? 
The time is right for so doing, for people are more interested 
in proper footwear than ever before. And there is profit for 
the findings department in such sales. 
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Adding Interest to Shoe Displays 


By CHARLES ABBOTT GODDARD 


HE addition of a little atmosphere to a display of shoes WARM FEET AT 6A.M. 
| adds just so much more interest and increases the sales when it’s 10 below. 
force of the showing. Many stores find that it is profitable to give a little space 


; somewhere in their windows to findings items. The sale of 
these both cause the people to come in oftener and add to 











the amount of each sale. The little shoe tree feature illus- 
trated is a demonstration worth while. This shows a pair of 
oxfords; one has a_tree inside and its shape shows the effect. 
The other has none, and the need is clearly shown. The 
card behind the pair of oxfords reads: 

SAVE 

your lo’ cuts for next year. 

A pair of shoe trees will hold them 

Ns ger ee 60 cents. 








F In the center of his felt slipper display a retailer placed a 
feature that attracted attention, and at the same time con- 


nected with the idea. Knowing that warm slippers are needed Before the oxfords is a smaller card that reads: 


See the difference! 








Two good polish displays are shown. In one, care of school 


‘ ‘ shoes is urged. The card reads: 
by the man or woman who has to arise early to attend the A shine before 9 
fire, the retailer showed an alarm clock set at six o’clock and Saves school shoes. i 
a card that read: : (Continued on page 74) 
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- The Sales Ticket 


The Important Part It Plays in the Conduct of Business 


tance of a properly made out sales ticket, says the 

manager of a well-known retail store. It also helps to 
properly run this business as an improper or slovenly sales 
ticket often leads to arguments and possible loss of trade. 
We try to instill this fact in the minds of our helpers in fact, 
we have regular business meetings in which we take up the 
importance of this detail. 

Of course it is impossible to watch over the making out of 
every sale, but as near as possible we try to observe our 
clerks in the course of a sale, and by observation note the 
clerks who are faulty. These are taken in hand and the 
importance of a clear record of sale is explained. 

However, I have found, that the clerk who uses care in 
selling is as a rule as painstaking in the making of records 
and the sloven, is usually at the tail end of the percentage 
table. 

To properly illustrate the perfect check, we have a fac- 
simile of a form of ticket used, printed in enlarged form. 
This is placed in the coat room where all can see it as an 
object lesson. 

We also offer a monthly prize for the clerk who has the 
least number of errors. Those who fall by the wayside are 
compelled to use what is termed “blunder slip.” This slip 
is filed away and each six months-made the subject of record, 
thus we can tell at the end of our semi-annual year, which 
clerk is painstaking and those who are not. 

The type sales ticket used—I suppose that most all stores 
have a similar schedule—calls for a variety of usages, the 
sales being closed, as a rule in order given. 

“Paid, Take With.” This ticket is in the majority these 


days. 


[re much importance cannot be placed on the impor- 


‘Paid, Send.” Not used as much as in former years but 
needs more exacting attention for without a clear record it is 
impossible to make delivery. 

“C.0.D., Check.” This must also be written with care 
for the misunderstanding of a figure may mean the loss of 
collection charges and no end of trouble. 

_ “Charge, Take With and Send” complete the kind of 
sales tickets used. Each is important and all mean much to 
the business. We also try to school our clerks to call attention 
to the amount of cash given when the sales are made, to avoid 


argument as to change, also to thank a customer and invite 


all to “call. again.” : 
This business of retail storekeeping is a problem we can 

never hope to solve or master unless the fundamentals are 

looked after and the first is a clear, perfect record of sales. 





BLUNDER SLIP 


Written name of customer... I ee ae AB 
Proper RGMO Of CUMOMER . 6666 oe oie eae ceeee 
ON Bae < ad ole CERO C eK is Po Rae nese ols 


PS RS ta rary vere ene. 8 eee 
Poor writing.........: Peat Bag 5... os cscs 
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Imperfect copy............ 
I will try not to repeat the error and acknowledge the 
fault. 














Did It Ever Happen to You? 





WAEN THE HIGH COST OF LIVING] AND YOUR CUSTOMERS SHIED 
HAD YOu SCARED STIFF 


AT THE AIGH COST OF SAOES, 








AND YOU BOUGHT LIGERTY BONDS 
AND CAME THROUGH FOR THE RED 
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The “Worth While” of Window Decoration 


- Your Window Is an Advertising Space of Wonderful Value 


the question, “‘Do windows really pay?” That question 

has been disposed of for good and all. No merchant 
today will be ready to say that the windows do not sell goods. 
But the question, “Are window decorations worth while?’ 
is still a live one with some shoe merchants. 

This question should not be answered by a mere assertion, 
one way or the other, no matter how dogmatic the reply may 
be. The merchant who says, ‘‘Of course, decorations pay,” 
without knowing for a fact that they do pay is as far from 


i seems only a few years ago when we were all discussing 


can be used, a class of decoration that does not have to be 
purchased, or if purchased, the expense is a mere trifle. 
Some of the most beautiful decorative materials for use 
in the window are the autumn leaves and grasses and the 
grains and vegetables in common use. These may be had 
for the picking from the woods, or where the edibles are pur- 
chased for decorative purposes they may afterwards be eaten. 
We offer a suggéstion in Fig. 1 that every merchant can 
afford to follow to some extent. The sketch shows a section 
of farm fence. Any old weather-beaten boards will serve for 
this purpose. The same applies to the posts. 
Rails from an old “‘snake’’ fence will be a greater 











Fig. 1 


giving an intelligent reply to the question as he who gives a 
biased ‘‘No,”’ as his answer. Either it pays to use decora- 
tions, or it does not pay. The question admits of no half-way, 
indeterminate solution. If it pays one merchant it follows 
that it must pay another. 

The shoe merchant can find an answer to the question in 
two ways. One way will be to try their use and find from 
actual personal experience whether they pay or not. The 
other way is to take the experience of other merchants as a 
guide. , 

The most successful stores in the country, the stores that 
have the largest turnover use decorations freely in their win- 
dows. Prosperous merchants in every line of trade use 
them. Hence, their use must be worth while. Q. E. D. 

We have merely raised this question to answer it in the 
affirmative, but after all is said and done, the real question is 
“How much to spend on decorations.” The merchant doing 
a business of only $10,000 a year cannot afford to spend as 
much as a merchant doing ten times that much, no matter 
how useful decorations are in securing sales. It is safe to say 
that not one merchant uses to the utmost the simple inexpen- 
sive decorations he has right at his hand.. The man who does 
the window display work should be given every support by 
the merchant. The appropriation for window decorations 
should be as large as possible—and it should be spent as judi- 
ciously as possible. 

We have frequently urged that decorations for the window 
be of a character that can be utilized in more than one setting. 
This gives added life to the decoration and spreads the cost 
over a longer period, naturally lessening the cost for window 
decorations. But_there is another class of decoration that 








novelty to the denizens of the city, while a wire 
fence may be used where neither of the above 
mentioned can be procured. This is set at the 
back of the window against a scenic curtain. 
Where there is no scenic curtain to use, a grey 
blanket may be used and branches and sprays of 
leaves may be pinned to it to form a back- 
ground. In ashallow window the fence may be 
used as a display rack, shoes being shown upon 
* various portions of the fence. 


Tufts of dried grasses and sprays of foliage 
and flowers should be set around the base of the 
fence, while the floor of the window may be 
covered with dried leaves, twigs, etc. Here and 
there a flower may be placed as if growing 
among the leaves. A stump or a log may be 
shown and used also for displaying footwear. 
In a setting of this nature there should be little 
of the. formal background and no formal 
fixtures used. Rustic fixtures may be made to serve and 
to add novelty to the display. 

Some merchants will hold up their hands in horror at this 
suggestion. ‘Just think of the dirt,” they will exclaim— 
and pass it up. 
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Fig. 2 


All that need be said in reply to this objection is that there 
need be no bad effects trom the muss and dirt. - Adiéth should 
be laid on the floor of the window before the natural decora- 
tions are placed in the window. After removing ‘thé larger — 
decorations, which can be done without mach. or con- 
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fusion, the rest can all be folded up in the cloth and taken 
into the alley or shoveled into the furnace and burned as it 
has served its usefulness. 

By injecting a little novelty into the window displays we 
gain a prestige that can be obtained in no other way. We are 
looked upon as being up-to-date and progressive in our 
methods. It must be remembered that while a display is & 
novelty it will gain attention, but if all our displays are novel 
there is a certain amount of value lost from their unusualness. 
If we could keep springing something new every week upon 
the public then it would be all right to have a continuous dis- 
play of our ingenuity as well as of our wares. Therefore, 
while we are advocating the use of every’ possible means of 
attracting attention we caution the shoe merchant to be care- 
ful not to overdo it. Make the novel displays unique and 
original. Use one novel display to about three or four of the 
more conventional showings. . 

While the display setting shown in Fig. 1 is easily arranged 
and the materials inexpensive the setting is original enough 
to be used in a great variety of ways. It is unique as a Fall 
setting for the showing of Fall footwear. With the addition 
of a gun, which may be shown standing against the stump or 
the fence, and a few shells, a hunter’s bag, etc., we have a 
setting that cannot be surpassed for the display of hunting, 






































Fig. 3 


and indeed all kinds of sporting footwear when hunting foot- 
wear is included. A few pumpkins with Jack-o’-lantern 
faces will make it a good Hallowe'en setting. A few shocks of 
corn stood up behind the fence to represent a corn field will 
turn it into a Thanksgiving setting. Vegetables and a 
stuffed turkey will add to the novelty of this setting. 

The setting shown in Fig. 2 is simplicity itself. Two box 
columns, a semi-circular arch and a disk really complete the 
display. The plush drape, the silhouette figure and the 
chopping bowls and flowers are mere incidentals. 

The Plush drapes have probably been laid away for the 
Summer season. Now is the time to bring them out and get 
the benefit of their warmth-diffusing qualities into the display. 
The columns need only be made three sided as the back is not 
seen. They may be built of boards and covered with white 
paper. Any design may be worked out on these with Japan 
colors, or ordinary show card colors may be used. Wall 
papér cut-outs are also very useful for such decorations. The 
borders of the arch should be decorated to correspond with 
the designs on the’columns. The inner portion may be left 
piain or filled with a design. 

The flower bowls ‘ate made 6f' common wooden chopping 
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bowls filled with artificial foliage. The platform may be used 
or not as thought advisable. If used it should extend about 
half-way into the window. 

If the setting is to be used as a Hallowe’en background the 
flower bowls may be replaced with pumpkin Jack-o’-lanterns. 
The inner portion of the arch may be filled with cut-outs of 
black cats, bats, owls, witches and other symbols of Hal- 
lowe’en. 

In Fig. 3 we show two styles of decorations in which the 
flower bow! made of a chopping bowl may be used. One is 
a box-pedestal made in the best proportions for the window. 
The other is a stand made of strips. The bowl is set down 
into an opening formed by the frame at the top. Little deco- 
rations like this can be made up in spare time. The only cost 
would be the artificial flowers and the paint used to decorate 
the accessories. The lumber may be taken from discarded 
boxes. 





Display Christmas Slippers Now 


This is to be a useful gift Christmas season. The author- 
ities at Washington have so decreed it. The shoe merchant 
has an opportunity to sell more slippers and Christmas shoes 
thanever. He should take every opportunity to display these 
lines although it is not necessary to give up a whole window to 
their display. A unit of the display may serve for this pur- 
pose. It should be arranged differently every time the dis- 
play is changed. 

The shoe merchant is supposed to urge at all times early 
Christmas shopping and buying. This should be done in his 
newspaper advertisements and in his windows, as well as by 
signs inside the store. 

It is not advisable to use Christmas decorations with these 
displays. They should be reserved until after the Thanks- 
giving displays have been disposed of, then brought out. If 
used now, either partially or in their entirety, they will be 
stale and uninviting when the holiday season really arrives. 





Adding Interest to Shoe Displays 
(Concluded from page 71) 
The other shows a shining outfit with this card: 
Shoe insurance. Protect the life of 
your eheess‘si.. .2 3. .%'.28. 25 cents. 
In front of the set are some insurance policies and a safety 
box. 

Boys like to dress in clothes and shoes of mannish style. 
The bit of a display illustrated plays up this trait, as it shows 
a boy’s shoe that is designed along the man’s shoe lines. This 
shoe and card set in the midst of a man’s window attracts 


‘the boys’ attention. 





The Weatherby-Kayser Shoe Co., also of Los Angeles, has 
a shallow window behind the office. This dark window is 
brightened up by the lightness of the merchandise and drapes 
put into it, as is shown in the accompanying photograph. 
Women are now fitting shoes with success in many stores 
over the country. One store has this card in its department 
to remind patrons to be patient: 
These young women are taking the place of our 
young men who are “over there” fighting for you. 
Will you not help them to wait on you. Thank you. 





An interesting corner of the Harris & Frank window of 
Los Angeles was the Fall shoe display. A table, drapes, cat- 
tails-and paper-covered frames were used to good advantage. 
Attention was attracted to several styles by the clever use 
of frames. The shoes were thrust through the paper which 
was stretched.across these frames. 
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Handle all your cash and records 
_ by machinery 


A National Cash Register System ‘will 
take care of every detail ot your store records. 
It will enable you to handle all your cash and 
records by machinery. 

Every sale—cash or charge—is accurately 
recorded. 

At the end of every day a glance at the 
register shows you the exact amount of your 
sales. The register also gives a printed record 


of every charge, received on account, or paid 
out transaction. It shows you how much cash 


should be in the drawer. 
The N. C. R. System saves time, saves 


money, and conserves labor. 
It stops store leaks. 


It makes you careful, and your employees 


careful. 


National Cash Registers help merchants overcome war-time troubles 
Fill out this coupon and mail it today. 


TOIT Gig) 


Department No. 19208 


The National Cash Register Company, 
Dayton, Ohio. 


Please give me full particulars about an 
N. C. R. System for my business. 





Name 


Address__ 
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HE average bigi 
dows, but he 
use a micr 

tunity to invest a do 
it blind” with his 





He doesn’t know. 
much he has lost in 
his windows on a lusine 


Here is where ithis 
steps into the breach and 
put your window adyertis 

| 
—_—— = | 
(MMs SS A SE 


1- JOHN SMITH & COMPA 
































OUR window—no matter what its shape, construction, size, or apparent difficulties—may be beautifully trimmed with the 
material we supply: Background Panels, Floor Covering, Window Cards and Thumb Tacks. An Installation Chart is @re- 
fully prepared by a staff of expert architects and display men for each window. The cost is so trivial in proportion to thé 
sults it will produce that he who refuses to put that much into his windows need not expect to get much owt of them. 
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rage bd ness man pays some attention to his win- 
but heldoes so on a “hit-or-miss” plan. He will 
nicroscope in every other department to seek oppor- 
st a dollar where it will produce another, but “goes 
his wigdows. . 


e, he Loss his turnover almost to the dollar, but 
he puts into and what he gets out of his windows! 
now. And strange to say, he doesn’t realize how 
lost in getual sales because he has neglected to trim 
on a dusiness basis. 


where this BinceR Plan of Trimming Windows 
breach and offers a service that will immediately 
low advertising on a profit-paying basis. 


bas oe 
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en who have used it: 


“Last year was the biggest year we ever had and we credit no small 
part of this gain to your window trim service.” 
BATES BOOTS, Lansing. MICH. 


“Your service has lifted our stores from common-place shoe stores to a 
distinctively higher level, and has given our display windows a ‘look’ 
that none of the other stores = obtain except by a costly outlay.” 

F. M. OSBORN STORES, Seattle and Tacoma. WASH. 


“We have replaced our draperies with your window trim Our window 
is more attractive and passers constantly call for goods like those in 
the window, so much oftener that it is noticeable.” 
URRELL & DE SORY, Rockland. MASS. 


“The management of this store. in a most practical way. commend the 
Binger Window Trim Service to thrifty merchants. 
“We have used your Window Trim Service for nearly a year and find 
it convincingly illustrates to our friends that our store is always the 
center of attraction. We are continually rewarded with buyers who 
concentrate their trade through this extra window inducement.” 
RYAN & REMICK, INC., Passaic. NEW JE 


“We consider this service a necessary and valuable means of drawing 
attention to the window. and we consider our window displays our best 
advertising. Retailers who adopt your display will be well repaid for 
the slight expense.’ FRED L. ZALLER, Quincy. MASS. 


“We are using the Binger Window Trims, in two stores now. and I am 
satisfied that they are the one thing we needed to bring out the real 
merits of the values we offer to the public. The pleasing part of it is 
that these trims are so simple to place in the window and, with their 
aid, window-trimming becomes a pleasure.” i 
J. H. McMULLON, Allentown. PENNA. 


“These trims are more effective and more economical for us than when 
We must work out our own — with the limited material available 
in small towns.” BECK’S STORE, Hillsboro. KANSAS 
“For the benefit of those who ‘have never tried your system for the 
improvement of window display, we are pleased to advise that we find 
your system a most helpful factor in the display of shoes in our several 


stores.” 
HOFHEIMER BROTHERS CO., Richmond. Norfolk. Portsmouth. VIRGINI. 


“Our business has improved wonderfully within the last year and a : 
good part of it can be traced to our attractive displays.” i 
STERLING SHOE SHOP, Jersey City. NEW JE 


“I have beén in the Retail Shoe Line for the past thirty-two (32) years, 

and have spent thousands of dollars for advertising. I consider the 

money spent for my October Window Trim the best I ever spent. Enter 

my order for two windows for the next twelve months’ trims.” i 
BALLARD, THE SHOE MAN, Jackson. MICH. - 


“In renewing our contract we wish to express to you our satisfaction 
with the service.” A. SIMON & CO., Altoona. PENNA.» 


“To show you how much we like these trims we are willing to pay i 
duty to get them here, which really doubles the cost to us.’ | 
ARTHUR E. JONES, Montreal. CANADA 


“The Old Rose Trim has attracted more attention to my store than { 
anything I have done in my eight years here.” 
W. G. SMITH, Patchogue. NEW Y' 
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Better Shoe Stores 
for Better Shoe Service 
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SIGNS OF SERVICE 


The 8.0.8. of shoe selling 
is shown in the store service 
of Wetherhold & Metzger, 
Allentown, Pa. Actually, the 
store is a department store of J 
feet—each type its own spec- ie : tebsict’ be ‘i rhage | | ik ‘Ba ey 
ialty shop. Note the service rw tt a int aaiaies ieee eee 
points — shoe shining, shoe Sat ‘il 1} (ggubhbaaae ‘ eilaia sh] 
fitting, waiting room, and ’ 
little chairs in infants’ depart- 
ment. Double store front 
effect by an outdoor mezza- 
nine. 
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A Clever Customer-Getting Idea 


This ““One-Dollar Check’’ Plan Proved a Winner 


when the saving is in some manner visualized. That 

is what a Philadelphia shoe merchant learned, some 
time ago, in connection with his effort to get men to come 
considerably out of their way to buy a well-known brand of 
shoes from a merchant whom they did not know. 

The store had been opened by a traveling salesman who 
had sold the shoe on the road. He had the advice of the 
factory, and on its recommendation, he used newspaper ad- 
vertising space (backing up the advertising of the manufac- 
turer), letters, and other advertising methods. 

The business was growing slowly. It was apparent that it 


M* will respond to a “bargain appeal’ most readily 


| would be capable of getting a foothold eventually, becatse the 


store was selling good shoes and was giving the most particular 
attention to fitting them. But there were financial reasons 
“eventually” was not soon enough for the merchant, 
provided a quicker way could be found. 

The store had advertised $6 shoes for $5 as an introductory 
offer to get men interested in the line. This had brought 
some business, though much remained to be desired. 

It was the sales manager of the factory who offered the 


, suggestion that resulted in a solution and brought customers 


as rapidly as they could be cared for properly. 

A special list was made, embracing men of the kind who 
could and would buy $6 shoes, and whose offices were com- 
paratively near the somewhat out-of-the way location (which 


, was all that was obtainable when the store was established). 


These names were obtained with the aid of a man who had 
gathered directory information. 

A letter was sent inviting especial attention to the desire 
of the store to have the recipient try the shoe, and suggesting 
that most men who wore it once would continue to desire it. 
The merchant told these prospective customers that he was 
willing to meet them part way as a means for getting them to 
try the shoes once, and that a check for $1, inclosed in each 
letter, would be applicable toward the purchase of any shoe 
worth $5 or more, when the check was countersigned ig the 
merchant. 

The checks were printed especially for the occasion, but 
the name of the payee was filled in with pen and ink, and in 
all particulars, they were made to look like the real thing. 

The results were most satisfactory. Men came, and used 
the checks. More of the checks were sent, from time to 
time, but care was taken to send them ovt in small batches, 
always, to insure that these trial customers would not come 
so fast as to involve the risk of insufficient attention or poor 


; fitting, for the store’s only hope for profits was on repeat 
¥ business. 


When a customer desired credit, he was charged with the 
price of the shoe less the $1 check. 

The information on the checks served in the making of an 
excellent mailing list for “follow up” purposes. , 

One of the difficulties in the application of the plan was in 
connection with the banking arrangement necessary. It was 
difficult to anticipate what attitude a bank would take. The 
merchant therefore selected two banks in his mind. The 
first one he did not expect to make the arrangement with, but 
planed to get from it the objections a banker might raise 
This idea proved of value, because the first bank, 
in declining the business, gave him a line on what he would 
have to meet at the bank he did want to use. He made an 
arrangement with the second bank to deposit $1,000 -and-to- 
keep that much of a balance continuously, while never sending 


more than 1,000 such letters at a time. The $1 checks which 
were applied upon the purchase of shoes were deposited by 
the merchant at the bank where the $1,000 was originally 
deposited, and thus the account was always kept at $1,000 
as agreed. 





Telling It to Your Customer 





If the shoe merchant or his clerk would slip in a few words 
on shoe facts when making a,sale—much accessory business 
might be gained. A good pair of shoes certainly deserves a 
good pair of shoe trees to keep them comfortable. Shoe 
laces of the better grade can be readily sold by suggestion. 
Shoe powders, hosiery and many other findings articles can 
almost invariably be sold, if the merchant or clerk will go at 
the matter carefully. 

Try this out on your next sale. 





And Jet the customer know that you have a repair depart- 
ment or can, at least, take care of his shoe repair needs. Sug- 
gest to him the good values of the soles, heels, etc., that you 
carry—whether leather, fibre or rubber. Make him feel that 
you are not interested merely in getting his money but rather 
that his trade is of real interest to you. Suggest also—with- 
out putting it in words—that you are perfectly willing, as a 
progressive shoe merchant—to give him service in every way. 

It is dollars to doughnuts that he will appreciate your at- 
titude, for this attitude mereiy amounts to friendliness and it 


--is-a-trait of human nature-to-seek-a-friend. Yes, your cus- 


tomer will probably run true to form and come back to you. 
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Shoe Polishes 


QUALI 


BOSTONIAN CREA M— 


cleaner for kid and 
You'll need a good stock 


of the brown for brown glazed 


ry VARIETY _ 


and mahogany —also 
cordo-tan for cordovan 


leather. Then there’s the white 
Bostonian for all 
glazed Russia calf, vici or don- 


colors of 


kid or tent leather— 
light and dark gray and 


any o' color or shade. 


Sold in the Market Places of the World 


In addition to the polishes described*here we still make and 
market the old standbys—‘‘French Gloss” and “Gilt Edge.” 
Wonderful, what big sales have been made in the last two, but 
its no more remarkable than the world-wide demand for all of 
WHITTEMORE’S specialties. 


Attention is directed 
to our Plush Polisher. 
Comesattracti yely 
acked in carton as 
illustrated. Big seller. 
Produces a polish more 
quickly than any other 
polishing brush. Stands 
wear and hard usage. 
Will not mat down or 
become scratchy as with 
the old wool brush. 


the public. 


Polishes That Plump Profits 


All of WHITTEMORE’S polishes are packed in a way which 
long experience has shown to be most generally appreciated by 


They are convenient packages to use anywhere— 


Whittemore Bros. Corp., Cambridge, Mass. 


Ask your jobber salesman or write for complete catalogue . 


“HUBTIP” 


traveling—at home—or at the office. They sell 
rapidly at popular prices and pay well. 


NOBBY BROWN 
COMBINATION — A 
better combination than 
this old ee for 
cleaning an ing 
all shades brown 

. shoes is yet to be made. 
The leader for years. 
Yes, you can also get 
this combination pack- 

for Red or QOx- 
and in both sizes. 








“NO METAL TIP’’ 
“WOVEN TIP’’ 


SHOE LACES 


HAVE ALWAYS STOOD FOR THE BEST VALUE OBTAINABLE. 
¥OU KNOW IT, AND YOUR CUSTOMERS ARE RAPIDLY ~ 
LEARNING THE REASONS OF “HUBTIP” SUPERIORITY 


BEST TIP 





BEST BRAID 





No Metal Tip.to pull off or fray out. 
“Ht 


No Metal Tip to wear tinny. 


UBTIPS always stay on the lace. 


Women’s or Men’s 
27 in. per gro. Strings ... o 
30 Ti iT) cry ‘Ty 


er 
Men’s 63 in. per gro. Strings.. 4.80 
“ 72 ty ity iy oe 5.25 





Men’s 
36 in. per gro. Strings .. . .$3.35 
40 Ty iT) “ oe ‘ee 3.60 


G ASSORTMENT CABINET 


36 pair 36 im........... 
F ASSORTMENT CABINET | 24 ee ge eenedncay. } 93.65 
48 pair 36 in........... PO Se eens 
24 AS eee ee eee j A ASSORTMENT CABINET 
E ASSORTMENT CABINET 96 pair 36 in........... we 
te OG Bis oe ices axed :: Bee GET IRE } . 
yaar” LARC ran $ $3.60) ig « 54“ 


ee ee 





$3.75 





ORDER A TRIAL CABINET 





t 
COUNTER DISPLAY EASEL 


FRANK W. WHITCHER CO.--Mfrs.--Boston and Chicago, U.S. A. 





80 
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From the Display Man’s Scrap Book 


Odd Items from Here and There 


* ON’T get your feet wet,” was the inscription painted 

D on a yellow “full’® moon and placed in the back of 

the window by a canny shoe merchant last year. 

This is used at or about full moon period. A card reading 

“Don’t get your feet wet,—buy rubbers here,’”’ would be a 
good one to use every time it rains. 





A “rustic’’ window can be shown with a good chance of 
securing considerable attention. The floor can be covered 
with excelsior dyed green. The fixtures may be made out 
of branches of trees. ‘The twigs and branches can be fas- 
tened together with fine flexible wire. 


Did you ever light a pipe, shut your eyes and puff, and 
keep your eyes closed and keep on puffing? You don’t 
somehow enjoy the pipe half so well as when you can see the 


tiny clouds of smoke chase one another to the ceiling, do you? 


Well, the principle applies to the people who buy goods of 
you. They may feel assured that they will get exactly what 
they want for the asking, but they feel better satisfied if they 
can see the goods displayed, for then they can better judge 
whether or not the article of their choice is “drawing” well. 





In localities where there are a Tot of football enthusiasts it 
will be wise to show the colors and pennants of the contesting 
teams in the display at the time of great matches. A card 
could read, ‘‘Which team will win? We always win.” 


A very pretty temporary background recently seeh Wai’ 


finished with burlap and gold cord. The burlap was a rich 
green and the cord used was ordinary curtain cord. The bur- 
lap was spread over a frame that fitted in the back of the 
window. The cord was used to outline panels and a mono- 
gram of the firm’s initials. . 


“‘Lazy windows sap profits,” said a shoe merchant. “By 
lazy windows I mean windows that are not made to work 
hard for an increase of sales. 

“Take your own windows for example. 

“The extent to which you can profitably increase your 
sales through your windows is limited only by your willing- 
ness to make your windows work. Unless you are doing your 
window display work, or having it done, according to a set 
and regular schedule, you probably don’t know how hard 
they should be made to work, or how to make them do that 
duty.” 


A shoe merchant who could get the school shoe trade of his 
city would consider himself lucky. There is no such thing as 
luck about it. The merchant who works the hardest for it 
can get it. Here is an idea that would help to win that trade. 

In making up the window displays nearly all shoe dealers 
now use what is known as the unit method of display. That 
is, the display is made up of a number of complete units, 
each usually being confined to one particular style or class 
of shoe. The center unit should be so arranged that on Fri- 
day evening it could be taken out without disturbing the 
rest of the window. In place of this unit a school shoe unit 


should be shown. This unit should be made distinctive 





iw 


and attractive to the boys and girls by adding accessories 
that will interest them. This unit of display may then re- 
main in the window until Monday or Tuesday when the 
whole display is removed and another made to replace it. 
Each week this plan could be followed, the newspaper adver- 
tising inviting the school children to inspect the display. 

A guessing contest for school children could be used-in con- 
nection with this idea to advantage. 

Get the children’s trade of a city and you have ‘the parent’s 
trade in the hollow of your hand. 





A Shoe Soap 


Here’s an Idea with Possibilities 


A leather trade chemist, of the North Shore district, has 
for his private use a little cake of shoe soap. It is of his own 
making. He uses it for cleaning his shoes and for softening 
the leather thereof. It looks simple, and practicable, to use 
this shoe soap as he uses it. But bear in mind that he is a 
leather chemist. Would it be practicable to make and to 
sell shoe soaps? Well, it certainly looks that way. Shoe 
blackings have given place to shoe cleaners, and the addition 
of shoe soaps, provided these were properly manufactured, 
would provide a merchantable commodity, helpfyj to the 
trade indirectly. Shoe blacking is the common term. Black- 
ing does not always suggest cleanliness. But soap always 
does. So why not shoe soaps, to promote cleanliness in foot- 
wear. And any héalth official ‘will tell any shoe merchant, 
who takes the trouble to inquire, that shoes should be kept 
clean, both inside and out. 





Insoles for Winter Shoes 


A Suggestion that Makes for Comfort 


_ A display of insoles in the findings department is timely, 
for leather suitable for insoles is in plentiful supply, because 
of war conditions, and many people could use such soles to 
good advantage as the colder weather comes along. 

For example, there is an elderly gentleman, who is very 
active, and walks much. He takes pains to buy his shoes so 
large that he can slip an insole in each one of them. He 
alw: insis insoles of good leather. He considers that 
the addition 6f these insoles to his shoes, not only adds to 
the wear of his shoes, but, also, to the years of his life, for 
they help to keep his feet warm and dry. 


Among the many customers who come to the store, there _ 


must be a number who, like this elderly gentleman, would 
buy and use insoles of good leather. 





Quality of Fibre Sole 
Appeals to Navy Experts—Therefore Orders 


Tests of fibre soled shoes have been madé at training 
stations and they have been found especially well suited for 
heavy drill and marching. Because of the tendency to slip 
on wet decks, the fibre soles have not been found 80 satis- 
factory for use on board ship, and, therefore, the use of these 
shoes, for the present. at least, is to be confined to shore 


work. 


4 
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TOOT 


Twenty five 
cents extra! 


Expended by your customer 
when purchasing a pair of farm 
or work shoes will buy a box of 










Farm Shoe Dressing 


This means more SERVICE— 
more satisfaction to the wearer 
‘with resulting good-will to you, 
the Shoe Merchant. 







This dressing is exactly the same 
preparation that Pfister & Vogel 
use in their tannery in stuffing 
and waterproofing their famous 
leathers. 








It’s the “‘Tanner’s Own Dress- 


° 9 
ing. 







Size Per Doz. Per Gross 






25c $2.00 $22.00 
15e 1.25 14.50 
Sample 50 5.00 






Special $4.00 Order 
ldoz.25c, ldoz.15c, 2doz. Sample Size 















STUDY THIS PICTURE 


Style me remember that 


when 

a the NATHAN ad- 
Justable ‘oot arch, you are in 
a position to offer your cus- 
tomer an article that will 
really relieve—yes, eliminate 
foot troubles. means that 
you make many—and con- 
stant—profits, for the flexible, 
cushioned, no-metal construc- 
tion of this foot necessity 
makes for instant sales. 
Merchants who carry the 
NATHAN foot arch make 
money. You can do the same, 
Write us today for details of 
our 10-day free demonstra- 
tion plan. 
A post card will start things 
going. 
Write that card. 


NATHAN ANKLET 
SUPPORT CO. 


Dept. R, 
88 Reade $., N. Y¥. C. 


’ 
Ste 
=36 


0 
~ 
° 
2 
2) 


ustable Rubber 
placed 
ly back 
oOused 


Adj to 
atel 


medi 


Call 
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Trade-marks in Foreign 


Countries 


Do you Realize the Importance of Protecting 
your Foreign Trade in Cuba, Mexico, the South 
American Countries and also in Europe, Asia 
and Africa? 

Certain Foreign Countries award exclusive 
trade-mark rights in a trade name or mark to 
the first applicant, irrespective of prior use 
by another. This allows the piracy of valu- 
able trade-marks in such countries. 


The ‘Boot and Shoe Recorder maintains a 
Patent and Trade-mark Department fully 
equipped to promptly handle your applications 


for Registration of Trade-marks in all For- 


eign Countries, as well as in the United States. 


Address all Inquiries to Boot and Shoe Recorder 
Patent and Trade-mark Department, 207 South 
St., Boston, Mass. 








Get a display stand 








for your store—sell 
a box with each 
pair of farm or 
work shoes. 










Order from your 
jobber—or write 
US for particu- 
lars. 


PFISTER & VOGEL 
LEATHER CO. 


MILWAUKEE, WIS. 









82 





We can put you in touch with the 
big European Buyers of Leather 
and Shoe Supplies. It will pay 
you to investigate this - busi- 
ness and. the information and 
service which we can render you 


—————— 
Address BOOT AND SHOE RECORDER 
207 SOUTH STREET, BOSTON, MASS. 


SDODCOUOOOOOOUOEOOUROGHOCROCOOUURECOUCOOSCOCCRCCRCCCOROORCOCOROGRRGGRORGRUCUCRERES 
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Direct Results from Window Displays 


T is a poor window, indeed, that will not pull some bus- 
iness, yet the greater value of the window lies in its ad- 
vertising effect. A window generally does two things: 


1. Makes direct sales. 

2. Advertises the store. 

What makes a window seil goods? Primarily it is of course 
the shoes in a window that sell shoes. People are prone to 
want those things they see that take their fancy. Hence, 
place a few pairs of shoes in a window and there will be some 
who view them who will be pleased with them and walk in 
and buy. 

There is one stumbling block in the way of direct sales from 
the window. That is the fact that the people who see things 
they want are not always in a position to purchase them at 
the moment. They want the shoes but they haven’t got the 
money with them, or they can’t spare it at the 
time. 

Is the ‘display valueless then, with this latter 
class, those who would like to purchase but can- 
not? Not at all. These people will leave the 
window impressed with the fact that that store 
has the kind of shoes they want. When they 
get the money they go there to make the purchase 
—provided, that in the meantime, some other dis- 
play has not caused them to change their minds. 

From this it can easily be seen that a window 
display will do as we have said, sell shoes while 
it advertises the store. 

The method of showing the shoes is of great 
importance because the object is to make them 
look as good as possible, to make them look so de- 
sirable that a feeling of desire is awakened in the 
heart of those who see them. 

In selling a shoe the salesman is there to assist 
in making the sale. Often it is his pleasing man- 
ner and explicit. statements of fact that make 
the customer decide to purchase. When she is 
viewing the shoes from the street she is outside 
of any influence except that exerted by the shoes _ 
and the general aspect of the display. 

The more pleasing the setting as a whole the 
more apt she is to be favorably affected by the 
shoes. The more the shoes she admires stand 
out from the rest of the setting the more force- 
ful will be their appeal. 

A background and accessories serve these two 
purposes. One, to make the whole setting pleasing and 


attractive, the other, to. make the merchandise stand out ° 


prominently. So it will be seen that it. will not pay to neglect 
any part of the window display because all have their effect. 

A man may stop at the window to see what a certain bright 
spot is that has attracted his‘attention. It may be a picture 
in the window that stops him., It may be a curious fixture. 
It may be something entirely foreign to shoes. Yet, after he 
has stopped to deliberately gaze into:the window he will see 
the shoes. Having seen the shoes he may become a pur- 
chaser. If he passes by without seeing the window it will 
never have a.chance to influence him. 

Put something into the window that will stop the people 
and the first requisite, attention, will be on duty. Fail to 
have this requisite and the window is a failure. 

The color scheme is of great,importance in every window. 
The background colors should not be go strong as to hold the 
attention of the one looking over thé display. If it does it 
defeats its purpose. It may be bri pee catchy but it 
eke 





must not overshadow the merchandise. People ex- 
pect to see merchandise shown in pleasing settings. 
They are accustomed to seeing good displays and the shop 
where the displays are considered a nuisance, or of less im- 
portance than something else, will find the more attractive 
displays of their competitors aré drawing customers away 
from them. 

Speaking of wall paper as a window decorative the other 
day a shoe merchant said: “I wouldn’t use wall paper in my 
windows, it is too cheap.” 

This merchant valued the decoration according to its cost 
to him, which is. a very foolish thing to do. Usually it is 
true that that which costs the most is the best. It is not true 
in the matter of decorations. Some very handsome cut-out 
borders may be found among wall papers—decorations that 

are really works of art. 


Leaves from the Display Man’s Scrap Book 

Good judgment should be exercised in the 
selection of the styles of the shoes to be shown in 
the window. Unless the window is placed for 
the purpose of showing only one style it is ad- 
visable to have variety in the window. If noth- 
ing but extremes are shown there is nothing there 
for the mind that runs to the more staple shapes. 
Show staple shapes, comfort shoes, infants’ shoes, 
etc., in every window display. These are in 
demand just as much as the style lines. 


It. would seem that any one should be able to 
wash a window, but the fact is often manifest 
that this is not so. Many windows are not clean 
after they have been washed. It seems a pity, . 
too, that time should be wasted in this way. 

One of the chief difficulties with window glass, 
however, is that it should be polished after it is 
washed. A good mixture to use for this purpose 
is made as follows: 

Mix in one pint of water, one ounce of whiting, 
one ounce of alcohol and one ounce of liquid am- 
monia.. Apply with a soft cloth covering the 
glass all over. Allow to dry and polish until the 
preparation has been removed and the windows 


Seoul Pactoder 7 ~ shine. . Cheese cloth or other soft cotton cloths © 
‘‘Polay-Jennings” Design should be used for this purpose. 


This mixture should be kept in a securely 
corked bottle when not in use as it will evaporate quickly. 


A shoe store window display man high up in the game once 
said: “‘I am firmly convinced that over 90 per cent of a store’s 
business is influenced by the window displays.” 

Just think over that. 

There is no better weapon for fighting competition, whether 
at home or in a neighboring city than the window displays. 
They beat the mail order catalogues all hollow for selling 
goods. : 

Wanamaker’s window display manager once said: “In 
trimming windows I have a motto of my own, I call'it the 
trinity. of window, trimming. ..:The.trinit y.of. window display 
is the study of backgrounds and.color:contrasts; seasonable 
goods; and the use of show ‘cards and price tickets.” 


The window costs the shoe dealer more than he imagines. 


The location of the store is supposed to-regulate.the cost.of 
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“EAGLE 


“BRAND” 


A Perfect Dressing for Every Shoe 
The American Shoe Polish Co. 


CHICAGO, U. S. A. 





F ield Mouse Brown 


Shoe Creme 
is in big demand now! 


We-make it the right way and our Prices 
and goods will interest you. 


Write us—for fullest information. 
SHELDON BOOTH & Co. 


5007 Lake Park Ave. 
CHICAGO 


ality shoe laces for 
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PAD YOUR TONGUES 





It will save sales by making the shoes fit better around 

the ankle and instep. The double thickness prevents . 

the laces and eyelets from hurting the foot. High cut 

= .25 per doz. Oxford 75 cents per doz. Retail 25 and 
cents. 


H. W. Ramsay & Co., 143 Federal St. Boston 
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Shoe Lactng Hooks: 











M. M. RHODES SON CO. 
= TAUNTON, MASS. 
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Will You Put a Barrel in Your 


Store for the Collection of Shoes to Be Sent Over-seas? 
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A photographic window card, 14x17 inches, designed for use, 


in retail shoe store windows of concerns co-operating with the 
Commission for Belgium Relief, for the shipment of service- 
able, but worn, footwear to the refugees, and .now to those 


returning to their re-conquered cities and towns in Belgium. 
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More Shoes Are Needed. 
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The skilled shoemakers produced by this war—cripples made useful citizens—is one of the bright lights in 


reconstruction. 


Will America find a place for many ¢rippled soldiers as Italy has here done, only in tidy 
shops run by machinery? 





the rent. It is the window that may reduce this expense to 
a minimum, in fact, turn it into a profit. Does your window 
do this? 


Send to the window supply houses for their catalogues. 
You ought to keep posted on the new things—and you ought 
to have some of them in your windows. 


The windows of a house are to allow those inside to look 
The windows of a store are to allow. those outside to 
See that the view is interesting and attractive. 


out. 
look in. 


Answer the woman’s question—place a price ticket on the 
shoe she admires. 





Women to the Front 
How One Merchant Has Solved the Help Problem 


An Indiana shoe merchant has found, as his salesmen have 
entered the service or have left. him as a-result of the great 
demand for labor, that a splendid source for obtaining ex- 
perienced people to take the places of the men, is in the ranks 
of women. who were formerly employed in shoe stores. but 
who have married and dropped out of the business. 

The assistant manager of this. store,.who is in charge of 
employing help, started with several young. women formerly 
employed in that store; and, through them, learned ‘of other 
women who had, previously ;to their, ‘marriage, .worked: in 
other shoe stores. He found, as might be expected, that these 
women had known’ shoe saleswomen who were in the business 
at the time they were. 

Another suggestion upon how to obtain competent help in 
retail stores is gained from an Ohio real estate dealer who has 
organized a club for women who want to learn the real 
estate business, either to engage themselves in it all the time 
or as a part-time business. He holds regular meetings of his 
“‘classes”’ in real estate selling, with the result that he has, 
available at all times, a supply of trained helpers from which 
to draw. 
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In a large Missouri city, an advertising agency has found a 
solution for the problem of obtaining high-grade help, and 
this source, too, will no doubt. suggest something to many 
retail] merchants. 

Desiring women with college training and with some 
knowledge of the world, he recalled a young woman who had 
been employed by a local charity for several years., She had 
been graduated from a university and her personality, as well 
as her education, indicated her availability. 

He was surprised to learn what: small compensation she 
had been receiving, and was soon able to pay her more than 
she had ever earned before. Through her, he got in touch 
with some of her friends who had been in social work, and 
they are now “‘making good” in a similar manner. It has 
only been necessary, in most cases, to. show them that the 
work they will be expected to do is dignified and, agreeable 
and. worthy of their. talents, while being more’ profitable. 
The sharp rise in living costs, coupled with the fact they had 
for. so long. been ‘underpaid, made it, easy to employ 
them., . ; | , 

An Ohio manufacturer has looked in still another quarter 
for high-grade women clerks. He found that the libraries of 
his city fairly teemed with women of ;special training and 
striking capability in. connection. with filing, indexing, etc., 
and that, because they were highly-intelligent and their work 
had always called for.accuracy, they were especially easy to 
train. .The wages they received, he found, were considerably 
below what he could. afford ‘to pay them as soon as they had 
been.in his office long enough to obtain an impression of his 
needs. He found them especially susceptible to the suggestion 
that they would be advanced in the future as they deserved 
it, for it appeared that advancements in library work are 
few and far between, as compared with commercial 
pursuits. 

Neither these librarians nor the social workers mentioned 
in the Missouri case were stenographers, of course, but — 
several of them were natural executives, the social workers, 
especially, being remarkably well trained in the art of handling 


people. 














WHATEVER YOUR SHOE REPAIRING 
REQUIREMENTS MAY BE 


WE HAVE THE MACHINE 








The illustrations above show but a few of the big range of mae 
chines which we supply for shoe repairing. 


They are all illustrated and described in a very handsome cata- 
logue which we are glad to mail free to anybody who writes for it. 


They cover every requirement from a simple cleaning shaft up 
to the most elaborate and complete outfit. 


We help our customers make a success of their business. Our 
machines always carry with them a service that is considered 
by many of our customers among their most valuable assets. 


We have customers everywhere, and we are not ashamed to 
have you ask any of them about us or our machines. 


Write us today for a catalog. 


UNITED SHOE REPAIRING MACHINE CO. 


4 ALBANY STREET, BOSTON, MASS. 
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Half page ad in Saturday 
Evening Post, October 5: 
1918. 





WEDNESDAY, JULY 17. 











Vacation Footwear 
for Men 


White and Palm Beach fabric oxfords, Goodyear welt 
soles. English lasts. Walk Over. Priced at...$4.00 

White Canvas Oxfords, rubber soles afd heels, — 
Baste. GE oo. cccccccccccccsccccccccccccceccee’ 

Tennis Shoes and Oxfords in black and white. aa 
ably priced, 


Do Your Feet Ache? 
fr We can relieve them by supporting the misplaced 
me pod that is — the 
Our trained feet expert, Mr. & Phares, wilt + ~4 the with 
an all te omer Wizard Foot ‘ape jance adverti in The 
urday Evening Pest and with SHOES THAT FIT. 
| NO CHARGE FOR EXAMINATION, 


PRASS SHOE CO. 


Dealer’s local ad with Wizard Adver- 
lising Service Ad inserted —ask 
aboul this service. 

















The Team that 


pulls results 


Regularly every month nearly two million 
subscribers of Saturday Evening Post and 
over one and one-half million subscribers 
of the Ladies’ Home Journal are told that 
Wizard Foot Appliances relieve foot 
troubles, and urge them to see the nearest 
‘‘Wizard”’ dealer, who has a trained foot 
expert in his store. 

Among these readers were the two women 
mentioned below. Although the first 
‘‘Wizard”’ dealer to attract their attention 
was twenty-five miles off, a satisfactory 
sale was made. Read the dealer’s letter. 


Prass Shoe Co., Walk-Over Shoes 
322 Main St., Lafayette, Ind. 


June 28, 1918. 


The Wizard Foot Appliance Co., 
St. Louis, Mo. 
Dear Sirs: 

Enclosed you will find copy of ad, which we ran in morning 
and evening papers today. My first patients were a mother and 
two daughters, who came a distance of twenty-five miles for 
examination. I fitted the mother and one daughter in a pair of 
style A with Callous Remover and Heel Leveler Combined, and 
sold three pairs of shoes to them, making a total sale of thirty- 
one dollars cash. This was one of the nicest sales I ever made; 
no haggling about price and no guarantee asked for. Both were 
well pleased and thanked me for fitting them the ‘“‘Wizard”’ way. 


We have two orders in for sizes, one given Mr. Adler and one 
mailed to you, about the 17th and wish you would rush them 
through as we are badly in need of these goods. 
Yours very truly, 
PERRY S. PHARES. 


Wizard Foot Appliance Co., 
1649 Locust St., St. Louis, Mo. 





